ENTREPRENEURIAL TECHNIQUES
CHAPTER 7 - PRODUCTS

“TO WORSHIP THE PRODUCT AND IGNORE ITS
DEVELOPMENT LEADS TO DILETTANTISM.....

- HANS HOFFMAN

V3 PARTNERS INC.
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MOTIVATION

= more than 45% of new products fail
= more than 50% of these fail due to

» rest fail to meet the cost/benefit test

= cost to the economy: $billions
= POLC

= plan
= organize
= Jead

= control
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MOTIVATION

Leverage of Cost over Cost Influence

Overhead

Actual
cost

Cost
influence

Material

Design
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requirements unmet

GETTING DESIGN UNDER
CONTROL

customer satisfied

revealed

exciting
(unspoken)

| requirements met

after Kano
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&
expected
(unspoken)

customer dissatisfied
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QFD PROCESS

» satisfying customer need — quality

» translating need for development, ensuring
organizations work together — function

» systematically break down activities for
quantification and control — deployment

Yoji Akao
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QFD PROCESS

business
goals
® step 1
8« AHP, order of pairwise comparison of
£ § importance goal to get wieghted
3 importance scale
expertise
step 2
. weighted expertise
) based on importance of
8 what, how? business goals
5 O
el
customer/market
segments step 3 step 5b
° Importance of Based on the weighted
@ segments are weighted "W hat the customer
5 what, how? based on expertise that expects" evaluate
% was weighted by failure modes.
business goals
quality factors failure modes
k] k]
g > CC) >
'E % what, how?l 'g % vyhat, how?
§ 2| house of qualty g 3| failure modes
X x
(o} [0}
step 4
find the important
quality factor which
influence
step 6 functions conformance to
based on key functions a requirements
select concepts which S
best conform to <
performing those whatliow g g"
function g
2]
new concepts
step 5a
5 based on weighted
< custumer expectations
concept matrix § select important
= functions to be
2 performed
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®
‘f ORGANIZATION DEPLOYMENT

PDCA | organization customer | managememt marketing/sales development bank documentation
. requirements,
. banking
internal, . product development, technology, . forms,
president, MD, . operations,
extemal product management, project ) processes,
remarks Management . treasury, finance, .
customer, ) competitve assesment, | management, . traning
Committee . risk mgmt, legal,
user market research operations . manuals, user
auditor
manuals
peerformance measurements, monitoring, planning of
feedback tervezése (what, when how?)
technical \
Plan requirements,
collecting dewelopment
benchmarks documentation
measurement
data
Do L solutions, decisions, implementations J
customer/use> d recu'?e:)nn;?\is
. . o i
requirement anlysis, validation of market data, marka qu . ’
Check . . wice of
are gathered research, requirements, consultations
here customer,
) hn \Lous e of quality
selecting market segments, project
Act | Seiecting 9 Pro) QFD
initiation, designate project participant
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TIBOR SZEKERES

PDCA

PLAN-DO-CHECK-ACT

Tervezz - plan

Tégy - do

Ellenérizz - check

Cselekedj - act

1. azonositsd a problémat - identify the
problem

3. keress megoldasokat - develop
solutioons

5. eredmények kiértéke lése - evaluate
the results

6. egysége sitsd a me gold ast, hasznald ki
az esetleges uj lehetéségeket - standardize
the solution (and capitalize on new
opp ortu nities)

elemzésiproblémat vélassz - select the
problem to be analyzed

megoldas ok kivalasztasanak feltételei -
establish criteria for selecting a solution

gyljtsd és ellenérizd a megoldas adatait -
gather data on the solution

azonosits rendszervaltoztatasokat és képzési
igényt a teljes megvaldsitdshoz - identify
systemic changes and training needs for full
implementation

egyértelmiien definiald a problémat - clearly
define the problem and establish a precise
problem statement

potencialis megoldasok a probléma
gybkerének megsziintetésére - generate
potential solutions that will address the root

elemzd az adatokat - analy ze the data on

the solution

causes ofthe problem

véglegesitsd a megoldast - adopt the solution

allits fel mérhetd célt a megoldéshoz - set a
measurable goal for the problem solving

effort

valaszz egy megoldast - select a solution

mikodik? igen: 6. nem: 1 [épés, a
kovetkez6 - reached your goal? yes, step
6, no step 1. is next

tervezd meg a megoldas folyamatos
megfigyelését - plan ongoing monitoring of
the solution

tgymenet e vezeték tajékoztatasara -
establish a process for coordinating with and

gaining approval of leadership

kérd egy tdmogato jéovahagy as at - gain
approval and supporter the chosen solution

folyamatosan keresd a javitas lehetéségét a
megoldas finomhangolas at - continue to look
for incremental improvements to refine the
solution

tevezd meg a megoldast - plan the solution

keress mas javitasi lehetds égeket - look for
another improvement opportunity

2. elemezda problémat-analyze the
problem

4. valésitsd meg a megoldast -
implement solution

azonositsd a problémat befoly as old
folyamatot - identify the processes that
impact the problem and select one

elészor probald ki a megoldast - implement
the chosen solution on a trial or pilot basis

sorold fel a folyamat jelenlegi Iépéseit - list
the steps in the process as it currently
exists

ha ez a folyamat része egy folyamatos
javitasi olyamatnak akkor folytasd a 6.
Iépéssel - if the Problem Solving Process is
being used in conjunction with the
Continuous Improvement Process, retum to

Step 6 of the Continuous Improvement

Process

rajzold le a folyamatot - map the process

ha nem akkor folyatasd 5. lépéssel - if the
Problem Solving Process is being used as a

standalone, continue to Step 5

érvenyesitsd a folyamat vazlatat - validate
the map of the process

azonositsd a probléma estleges okat -
identify potential cause of the problem

gy Ujts és elemezd a problémara utald
adatokat - collect and analyze data related
to the problem

érvényesitsd esetleg revidiald a probléma
megfogalmazasat - verify or revise the
original problem statement

azonositsd a probléma okanak gyokerét -
identify root causes of the problem

gy Ujts tovabbi adatot ha kell, hogy a
probléma okanak gyokerérél
megbizonyosodj - collect additional data if
needed to verify root causes

ENTREPRENEURIAL TECHNIQUES
COPYRIGHT V3 PARTNERS INC. - 2011




PDCA

PLAN-DO-CHECK-ACT

Jelen - Present

Jové - Future

Nem - Not

Példak - Examples

Who haszndlja v. csindlja? use or does it? mas hasznalhatja v csinalhatja ? nem hasznalja v. csinalja? vasarlo, Ugyf-él, felelés személy, vezetd
What haszndlunk v. tesziink? mast hasznaljunk vtegyink? nem hasznalunk v. tesziink? feladat, igymenet
. . - . . . idépont, , korisag, : 16tt

When haszndljuk vtesszik? maskor hasznaljuk vtegyik? nem hasznaljuk v tesszik? I <')pon szezon an orisag, esemeny elott v
utan, sorozat, amikor a tagok csatalkoznak

Where hasznaljuk vtesszik? mashol hasznaljuk vtegyiik? nem hasznaljuk v tesszlk? foldrajzi hely, kiemelkedd feltételek esetén

Why haszndljuk vtesszik? masért hasznaljuk v tegy tk? nem hasznaljuk v tesszik? specialis igény, valamilyen ok, célbdl

How hasznaljuk vtesszik? masképp hasznaljuk vtegylik? nem haszndljuk v tesszik? Pr%fess’z!?nalls v- amatdr, eljarasrend, eszkoz,
informécio

How much hasznalunk v. tesziink? tébbet hasznaljuk vtegyik? nem hasznalunk v. teszlink? menyiség, eréfeszités, fokozat

(What) cost

koltstink?

koltsink még?

nem koltink?

pénz, eréfeszités, informacio, eszkoz

(What) contro

mérések megyfigyelése sziikséges?

mas mérések megyfigyelése szlikséges?

mérések megyfigyelése nem sziikséges?

eredménymérések, kiértékelések, vezetdi
vélemények, folyamatok eredménye,
dokumentacio, szabvanyok

(What) checksjmérések onellenérzése szikséges?

mas mérések onellenérzése szikséges?

mérések onellendrzése sziikséges?

mérési eljarasok melyek felett a miveleteket
végzd résztvevd sajat maga rendelkezik, okoz6
tényezok, folyamati szabalyzas bemenetei,
szabvanyok, dokumentumok

(What) failure

torténik? Happening?

térténhet? Can happen?

sohasem torténik? Never happens?

nem a vart kimenetel torténik, 6sszes
meghibasodas, udvariatlansagok, panaszok,
zaklatasok, tervezési hibak
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PRIORITIES, COMPANY GOALS

EXAMPLE:ELLA BANK
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step 3

Importance of
segments are weighted
based on expertise that
was weighted by
business goals
quality factors
s s
= e
S > S
k] what, how? 5
S 2| house of qualty K
-3 -3
2 2
3 3
step 4
find the important
quality factor which
influence
conformance to
o requirements
2
2
<
z
2
g
@
step 5a

based on weighted
custumer expectations
select important
functions to be
performed

(2]
kS
8
E business
(2] o goals
= 8 )
= 8 £ ealtogstwieghen
» 8 - e = 2 importance scale
@ vV O Q ©
= o ¢ o
© = @® o -
B £ @ = £ _
© g)) < g e o) S expertise wop2
o N 7] (0] ° <] weighted expertise
1= 8 . [0} IS ) = o 8o based on importance of
o s = o o £ = S 8| what how? business goals
s o E 2 £ © ® F 37
o @ = 2 3 o 5
= ] < Ko) (6] ° = L customer/market
'..8 - '§ o a 9 -g o) segments
8 § 8 E 8§ B 2 3
> w O » X o 1w Mm g | what how?
Meeting financial targets 30 3.0 90 3.0 30 3.0 9.0[33.0] 35%
Fast loan processing <30 days 0.3 30 30 1.0 1.0 3.0 3.0/14.3] 15%
Growth: min. 2x market 0.3 0.3 30 1.0 1.0 1.0 3.0 9.7] 10%
Simple processes 0.1 03 0.3 0.3 03 1.0 3.0 54 6%
Keep customers 0.3 10 1.0 30 1.0 2.0 3.0{11.3] 12%
Protect gains 0.3 10 1.0 30 1.0 1.0 3.0[10.3] 11% s
Friendly attitude, no serious compain{ 0.3 0.3 1.0 1.0 05 1.0 3.0 7.2] 8% edf
Build ELLA product brand 01 03 03 03 03 03 0.3 2.1] 2% 7 rereomeme™
1.9 6.3 9.7 223 7.2 7.7 11.3 27.0{93.4] 100%] "ot
2% 7% 10% 24% 8% 8% 12% 29%| 100% new concepte
Much more important 9.0 e %
More important 3.0
Equally important 1.0 Task deployment
Less important 0.3 35‘;
Not important at all 0.1 where

step 5b
Based on the weighted
"What the customer
expects" evaluate
failure modes.

failure modes

£|  what, how?
3| failure modes



CUSTOMER DEPLOYMENT

EXAMPLE:ELLA BANK

()
n
©
© o S =
8 2 3 2 8 5
c £ 8 o £ § € g
bt O (&] 17 0] ) =
= 5 o E o & > %) 2
o 3 £ e 2z £ & & § §
° o ¥ § S E 5 585 2 g =
E§E € ¢ 2 % B 2 2 E 3 8 S| .ioolmen.
< 2 o S 2 5 o o 2 5 Q| b me|imnees
z - W B ° ® g o g 2 2 3| "
o B = = E o e & o P o) o
Z O o o 5 = o o T 4 O o
Sales 90 9.0 90 30 90 3.0 30 9.0 3.0 3.0 3.0 3.0116%
Technology 1.0 10 10 10 30 10 10 1.0 3.0 1.0 3.0 3.0] 6%
Product planning 90 3.0 90 9.0 90 3.0 9.0 3.0 90 1.0 9.0 9.0]110%
Treasury 30 3.0 90 90 90 3.0 30 9.0 3.0 1.0 9.0 9.0] 5%
Loan processing 90 90 30 30 30 30 90 3.0 90 90 9.0 9.0]17%
Customer senice 1.0 1.0 30 30 30 10 1.0 3.0 3.0 1.0 3.0 3.0011%
Rapid decision-making 30 10 10 10 10 10 10 1.0 1.0 1.0 9.0 9.0]115%
Marketing sawy 90 1.0 90 30 90 30 30 3.0 3.0 1.0 3.0 3.0114%
Training excellence 30 10 30 30 30 30 10 1.0 3.0 1.0 3.0 3.0] 4%
6.1 40 53 35 54 24 39 38 44 27 59 59533
12% 8% 10% 7% 10% 4% 7% 7% 8% 5% 11% 11%| 100%
Strong relationship 9.0
Medium relationship 3.0
Weak relationship 1.0 o’
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suopouny kax

quality factors.

step 5b

Based on the weighted
“"What the customer
expects” evaluate
failure modes.

failure modes

22| what how?
8| house or quatyy

22| what, how?
38| faiure modes
3
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VOICE OF CUSTOMER DEPLOYMENT
EXAMPLE:ELLA BANK

()
(2]
©
g 8 = 2 &, 3
< @© e N = (o))
8 (@] o Q@ ‘(7; o o) () £
=2 5 )} = (o) % > 0 (S)
a 3 £ s > & 5 ®© § §
o o ¥ & = E B B B = £
5 £ 8§ S 5§ 2 2 2 E 5 8 ¢
S = w c O @ © o = 5 b e | ) s compatsont
= 4 8 2 ¢ 8§ o £ B 2 5| flm |l
» 2 = £ E © 92 § 6 & o6 8
Zz O o o S5 = o a1 T a O o
Sales 90 90 90 3.0 90 30 30 9.0 30 30 3.0 3.0]16% o[
Technology 1.0 10 10 10 30 1.0 10 1.0 3.0 1.0 30 3.0| 6% “}
Product planning 90 3.0 90 9.0 9.0 30 90 3.0 90 1.0 9.0 9.0010% B
Treasury 30 30 90 9.0 90 30 30 9.0 30 1.0 90 9.0| 5% @ { }
Loan processing 90 90 30 3.0 3.0 3.0 90 3.0 90 9.0 9.0 9.0|17% ; MWW N
Customer senvice 1.0 10 30 30 30 1.0 1.0 3.0 3.0 1.0 3.0 3.0/11% R 1L
Rapid decision-making 30 1.0 1.0 1.0 10 10 10 1.0 1.0 1.0 90 9.0|15% Y :>§
Marketing sawy 90 1.0 90 3.0 90 30 30 3.0 30 10 3.0 3.0|14%
Training excellence 30 10 30 30 30 30 10 1.0 30 1.0 3.0 3.0| 4% { }
6.1 40 53 35 54 24 39 3.8 44 27 59 509|533 fmon= ek
12% 8% 10% 7% 10% 4% 7% 7% 8% 5% 11% 11%| 100% -

Strong relationship 9.0
Medium relationship 3.0 e
Weak relationship 1.0 -
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QUALITY DEPLOYMENT

EXAMPLE:ELLA BANK

1 2 3| 4 5| 6| 7| 8 9| 10| 11| 12| 13
€
O
ol 2 ol %
g | 8| 8 0 gl % £
g| || ¢ Sl |8 Z| & >
-; 3 0 2 § o |= o © & g s
Sl slE| 882 88|, Bl Bl 2| E|E-|a] |2 : .
2l 5la| 5(8|=|2|5(E| 5| 8| <| s|5|5|5] |8 2] 5| = 5| 5
2| 8l &2l 22g|=s|>|2| g| a| & gl2|2|2] |§] 3| | & 2l 2
El sl |2 2l5|2le|&|E| & 8 S| 5|5 8l8ale] gl 3] & 5| & &
e 5| 5|2l s/e|3i%|e|3| ¢l 2| 8| g|5/5/5[2|8]l=| 2| B 5| §] §| ¢
8l ol 813] 8 sl sl alol sl il ] ElololBlelE]l o]l <] ol & o ol &
1| rapid disbursement 9.0] 9.0{3.0] 9.0/3.0/3.0 3.0/3.0| 3.0] 3.0] 3.0 5] 3| 4| 5| 5]1.7] 1.3]10.8 19%
2| low downpayment 1.0] 1.0]1.0] 3.0/1.0/1.0 3.0/ 1.0] 3.0] 3.0] 9.0 3] 3] 3| 5| 5]1.7] 1.1] 5.5
3| reliable process 9.0] 9.0{9.0] 9.0/3.0/9.0 9.0/ 1.0 9.0] 9.0] 3.0 4] 3| 3| 4] 4|1.3] 1.3] 6.9
4| predictable process 3.0] 9.0{9.0] 9.0/3.0/3.0 3.0/ 1.0 9.0] 9.0] 3.0 3] 3] 3| 3| 4]1.3] 1.4] 5.6
5| transparent process 9.0f 3.0/3.0] 3.0/3.0/9.0 9.0/9.0] 9.0] 9.0] 3.0 3| 4| 4| 3] 4]1.0]1 1.2 3.6
6| low interest 1.0] 3.013.0[ 3.0/1.0|1.0 3.0/ 1.0 3.0] 3.0] 1.0 3] 5| 2| 3| 3]0.6] 1.0] 1.8
7] low initial cost 1.0] 1.0]1.0] 1.0/1.0/1.0 1.0/ 1.0| 9.0] 9.0] 1.0 4 3| 2| 4] 3|1.0] 1.2] 4.8
8| taylored payments 1.0] 9.0/3.0( 9.0/3.0|3.0 3.0/1.0] 3.0] 3.0 1.0 2 4 1) 2 5|1.3] 1.1] 2.8
9| flexible products 1.0] 3.0/3.0] 3.0/3.0/1.0 3.0/1.0] 3.0] 3.0] 3.0 2| 5| 2| 3] 5]1.0] 1.1] 2.2
Absolute wts 5 6] 4 6| 2| 4 4| 2 6 6 3] 49
Quality attribute wt 10%[12%[9%|13% | 5% | 8% 9% | 4% [12%]12%]| 7%] 100%
Current performance 4 6| 4 6| 2| 4 4| 2 6 6 3| 46
Current performance wt 9%|(12%|9%|13% | 5% | 8% 9% | 5% [12%|12%| 7%| 100%
Competitor 1 5 6] 4 6| 3| 4 4] 3 6 6] 4] 51
Competitor 1 wt 11%([12%[9%|12% | 5% | 8% 9% | 5% [12%|12%| 7%] 100%
Competitor 2 5 6] 4 6| 2| 4 4| 2 6 6] 4] 47
Competitor 2 wt 10%[12%|8%|13% | 5% | 7% 9% | 4% [12%]12%| 8%] 100%
Target 4 6] 4 6| 2| 4 4] 2 5 5 4 47
Target wt 9%[13%[9%|13% | 5% | 7% 9% |4% [11%|11%]| 7%] 100%
of ¢ 5l |z| |2]g 2| ¢
Meas urements § § 2| 2la S Tz E‘ E‘ é
Erés kapcsolat 9.0
Koézepes kapcsolat 3.0
Gyenga kapcsolat 1.0
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TASK DEPLOYMENT

EXAMPLE:ELLA BANK

e seceezet pp |psz|pv|mc|ma|er|Hi|sU|PU|TE|UT |TR|0Z|HR kK |BE |AD]OD | JO (M1
egységek
# |Fejlesztési fazis Development Phase [Megjegyzések Remarks
Source could be any one
Forrés lehet barki, Piaci |Ownership for product,
otletek gazdéja a customer or partner
1 |otiet, jelenseg dea, proposal m arketing. Uzemelési  |senice proposals is -1 - |re|rv|rV|rV RV RV |FE|RV|RV|RV [RV|RV IR V][RV |RV| RV
b tletek gazdaja az marketing for operation
U TP RO systems poposals it is
UTPRO
Quick sizing of
2 |E6zets elemzések  |Preiminary analysis  [7urdle rates. opportunity: hurdie rates | -1 - |re|rv|rV[rV|RV|RV|FE|RV[RV|RV |RV RV [RV|RV|RV| RV
hatastanuimany, stb.  |impact analysis,
marketing studies , etc.
- e seite Popularization, opinion
3 |EPzels Preliminary meetings | oP 28 rusites. seeking, briefm eetings | -1 - |re|rv|rv[rV|RV|RV|FE|RV|RV|RV |RV |RV [RV|RV|RV| RV
megbes zé lés ek vélemé ny zés
with potential stak eholders
. . prelminary decision, to
. o lel6 zete s dontés,
4 |Erdemes towibbtasra |Decision to proceed | e moe tglakozni  [SUbM it to MC forproject -1 - |re|rv|rv|rV RV RV |FE|RV|RV|RV [RV|RV IR V][RV |RV| RV
authorization
Decision Support Decision S upp ort
5 |Dontése 6 kes zits ey e M C do nte sre document for MG to - |- | - |Fe|rVv|rV|rRV|RV|RV|FE|RV |RV RV [RV RV |RV|RV |RV| RV
consider project
V1 C dont és . MC decides, assigns
P rend ele zé sre b ocs at
Projekt authoriz acio, " . resources and appoints
Projectauthorization, [erforrés okat, kijeldli a
6 |Projekt S ponszor . Project Sponsor, project is - - |FE| - - - - - - - - - - - - - - - - business.
e ProjectS ponsor b rojekt s zponz orat e e gosls
jelolése regis tered on the Projec ) et
(P S2) projekt fekeri a |0 %5100, Tal| i osorer | ol compatsaner
PP listara 58|  importance goal o get wieghted
3 importance scale
T beto i . P rojekt prioritas (P P) Z’UJe?‘ P”s"‘¥ ”‘ee:i”g"
rojet prioritas clermine progee m egbes zélés donteés az |0¢C1STOn about priority o FE|rRV |RV|rRV|RV [RV [RV[RV |RV|RV|RV |RV |RV [RV|RV[RV | RV
megallap ités a priority o90¢ new pmject according to experiss
e 16t ilgyme net s ze rint sep2
process . el experise
- 8o based on import: of
. Marketing agy UTRPO |M2rkeling/UTRPO and 8w [) i
Projektvez etd Appoint project 2 PSZ-el egyiitt kijeloli |Prolect Sponsor (PS2) RV | - | - |rv|rV|rRV|RV|RV[RV|RV RV |RV|RV [RV |RV|RV|RV|RV| RV 2
Kijelléls e manager o appoints ProjectManager
 projektwezetsjét (PV) | o) cusomermaniet (| .
ments sep
Importance of Based on the weighted
g:;k:g"g ooy et Marketing or UTPRO with 3 L |4 seomens o woitios "Wt re customer
Felhasznalsi/marketing [Use /Mark eting RO ajaasb the help of the propos er ¢ it how? o waghiea by ftiwedvivan
7 |kovetelmenyek Requirements sT:\tsegg‘v?\ elkés zitk a |re bt the user rv |Rv| - |Fe|RV|RV]|RV|RV|RV|FE|RV |RV|RV|RV]RV|RV|RV|RV| RV e
e nasznaol requirements document aualty facors falure modes
[« svetelmé nye ket N
» Meetings with g
m egbes zé lés ek, a E2 et howr e, how?
) ‘ stakeholders and other 23| nouscorquatty tadure s
Egy eztetések ) )  6vetelménye k ! H
8 | o Review meetings : parties to finalize rv [rv] - |Fe|RV|RV|RV RV |RV|FE|RV|RV|RV [RV|RV|RV]RV|RV| RV 5
\égle ges te's e gy eztetése a ‘ edul sepd
Wy :gulrements schedules, B v
quay facor i
e
- functons Conformance o
Fei Devel s
g [Fellesztesi ovelopm ent UTP RO Kés ziti prepared by UTPRO RN 1V [N N N (R I O =0 =0 72 N O S A (S I St on ke functons . requiements
kovetelmé nye k Requirements select concepts which §
best conform to what howr | 2
peforming those E
10[Tes ztkd e teim ények  |Test Requirements  |uTP RO kesziti prepared by UTPRO - |rv|rv|RV|RV|RV|RV|RV|FE|FE|RV|RV|RV |RV ][RV |RV|RV|RV| RV foncton &
te chnolég ia, now concepts step5a
i gy men etek technology , bus iness B batd g
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DEVELOPMENT

marketing, etc
» user language

» include all relevant department

business analysts
» developers language

* includes exact
= system requirements

» test requirements

ENTREPRENEURIAL TECHNIQUES
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release plan
architecture
detailed design

statistical test
management, reports
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" unit test — developers

* integration test — testers

= gsystem test — users, testers

" reporting

TIBOR SZEKERES

test coverage

test cases

error found during test N
convergence

learning

repear

severity of errors: class 1, 2, 3

ENTREPRENEURIAL TECHNIQUES
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TEST
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PRODUCT DEPLOYMENT

= preliminary
* friends of the company
= kick the tires

= errors class 2, 3

- “‘beta”

* friendly customers

= errors: class 3
= final release

= tracking

ENTREPRENEURIAL TECHNIQUES
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SELECTED READINGS

Steven C. Wheelwright

“Revolutionizing Product Development : Quantum Leaps in Speed,
Efficiency, and Quality”

Frank M. Gryna

“Quality Planning and Analysis: From Product Development through Use,’

Jack B. ReVelle
“The QFD Handbook ”

Michael L. George

“ Lean Six Sigma for Service : How to Use Lean Speed and Six Sigma
Quality to Improve Services and Transactions,”

Y

www.qfdi.org; www.isixsigma.com;www.mazur.net;www.qfd-id.de
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TIBOR SZEKERES

THE END

CHAPTER 7
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